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ABSTRACT
The present study set out to identify and analyse the 
relative importance of the various factors which affect 
the acceptance of lesser-known Tropical Hardwood species. 
Two different groups of factors were analysed, physical/ 
technical factors and marketing factors, emphasis was 
placed on the second group.
To achieve the above stated objective, it was regarded 
as essential to examine the two main market intermediaries, 
the merchants/importers and the end-users. Therefore, two 
main surveys were conducted:
(a) Merchants/importers. The effect of the various 
marketing efforts on the eventual outcome of lesser-known 
specie introductions were examined. A further, smaller, 
survey was found to be necessary on the perception and 
beliefs of the sales-staff of the importing firms. Their 
perception of well established and lesser-known species was 
examined.
(b) End-users. The perceptions of various end-users/ 
end-use segments was examined. The underlying reasons 
which dictate the choice of different species and the 
influence of the various marketing activities on such deci- 
sions were established.
The research was based on postal questionnaires (dif- 
ferent ones for each survey) which were designed following 
depth interviews and pilot studies.
Following a detailed analysis and interpretation of 
the replies to the surveys, an attempt has been made to 
apply these findings in order to design a meaningful 
marketing strategy. A total marketing plan is proposed 
and particular emphasis is placed on screening the poten- 
tial of lesser-known species and the communication mix to 
be used during the stages of introduction.
One of the main findings was the degree of uniqueness 
of each particular introduction of a les ser-knov/n specie. 
This finding, together with the structure of the customers 
of each merchant and the finding that what constitutes a 
lesser-known specie is a matter of perception, presented 
a very complex matrix of alternative marketing strategies. 
But one thing which has become clear is that a well designed 
framework is absolutely necessary if lesser-known specie(s) 
are to be marketed successfully.
-n-
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CHAPTER 1 
INTRODUCTION 
This chapter states the objectives, limitations 
and structure of this study. I tal sop r ov ide s 
some useful definitions of the meaning of the 
term Lesser-known species. 
1.1 INTRODUCTION
1.1.1. Objectives
This study attempts to analyse the behaviour of two of 
the channel intermediaries of the Timber Trade, merchants/ 
importers and end-users, in relation to lesser-known tropical 
Hardwoods. An analysis of successful and unsuccessful 
introductions of such species has been investigated so that 
meaningful conclusions can be drawn about the contributing 
factors that lead to such outcomes.
Therefore the main objectives of this research are:
(a) to identify the rationale and contributing elements
behind the decisions by merchants/importers to introduce 
lesser-known tropical Hardwoods into the U.K. market 
and the special procedures that are undertaken in pro- 
moting such species.
(b) to assess the influence that the various marketing tac- 
tics had on the eventual outcome.
(c) to establish an order of potential effectiveness of the 
various marketing elements
(d) to derive an overall analysis of market trends, beliefs
and attitudes from both merchants/importers and end-users
(e) finally, to combine the findings in order to propose a 
meaningful and operational marketing plan which could 
be used as a framework for any future introductions of 
lesser-known species.
1,1.2. Reasons for undertaking such research
The Timber industry has been experiencing technologi- 
cal and economic changes together with strong competition 
from other materials. Therefore, the need to find new pro- 
ducts and successfully introduce them into the market becomes 
obvious.
This need is more urgent for Hardwoods since such 
material experiences additional strong competition from 
materials within the Trade i.e. particleboards etc. The 
present study is a marketing rather than a technological look 
into the ways that less«r-known species can be successfully 
introduced into the U.K. market.
Looking into the future, we have to consider the impor- 
tance of new products (in this instance lesser-known Tropical 
Hardwoods). One of the first studies (Booz, Alien & 
Hamilton, 1963) defined the need for such products, as a
i) major contributor to company growth 
ii) primary influence on profit performance 
iii) key factors in business planning.
Such new products (in this case lesser-known Tropical species) 
will have to be related to the current product-mix that 
various companies offer and their past experiences. Perhaps 
the best place to begin improving one's product development 
efforts is to study one's past failures and analyse the 
reasons behind theralCoopef, M15).
It is widely accepted that such lesser-known species 
present many problems and have not yet received the appropriate 
attention by any systematic study, especially by those con- 
cerned with the marketing aspect. In the words of Erfurth 
& Russche (1976), "... there is hardly any subject related to
tropical forestry which has found such widespread interest 
in recent years than lesser-used wood species. Yet very 
little information clarifying the magnitude of the problem 
has become available... 11 And even less information has been 
gathered about the role that marketing strategies played in 
relation to the eventual outcome.
Two factors stand out, i) the change in the domination
of the supplying areas from 
West Africa to South-East 
Asia and South America, 
ii) the heterogeneity of the
botanic composition (parti- 
cularly valid for the South 
American tropic moist forests) 
and the multiplicity of 
species.
A number of studies have been conducted in order to present 
useful information about those lesser-known species, that 
inevitably will come into the market. Probably the most 
extensive one was conducted by Erfurth & Rusche (1976) where 
a vast number of potentially marketable lesser-known species 
were compared and evaluated against performances of well 
established species. Looking at the same problem Wassink 
(1979-a-T established choice patterns for tropical Hardwood 
imports into teeven European countries (including the U.K.) 
in order to establish those attributes that any lesser-known 
specie should fulfill in order to have any chance to be 
introduced successfully.
All the above works (for a more extensive appraisal see 
section on literature) have established necessary physical
and technological criteria, but only touched the area of how 
a company should: a) determine those criteria, b) obtain 
the appropriate information and c) employ marketing tech- 
niques in promoting such species. Therefore, I believed 
that some examination of the behavioural side of the problem 
was necessary; and set out to find the contributing factors 
and their relative importance, to analyse the attitudes of 
the people involved in the Timber Trade, to examine their 
perception of lesser-known species and the effect (if any) 
that different promotional activities had on inducing trial 
and/or adoption of such species.
The Timber Trade is not an exception regarding the high 
rate of failure in new products. The root cause of many 
failures, as Robertscm (1973) states, is "... the neglect 
of marketing research and preconceived ideas about marketing 
needs... 11 . It is the ability of the management in general, 
to define or re-define new-product development strategies in 
an environment where cost of raw materials is likely to rise 
at the same time that supplies become scarce. Therefore 
analysis of the market that the firm operates in and the buy- 
ing decision process of their customers will both be absolutely 
necessary in order to define a planning framework against 
which assessments and evaluations could be made.
1.1.3. Limitations
There are a number of limitations: i) the present 
research is restricted to the market of G.B., and deals only 
with imported tropical Hardwoods. That means that
*1 For a complete list of countries see Appendix t.l./l
Hardwoods such as Beech, Oak, Ash etc. are not examined. 
The reason is that any future lesser-known species will only 
come from the tropics.
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ii) the target market is
those firms who use logs and/or lumber, although tropical 
Hardwoods are used in the production of paper pulp, plywood 
etc., such markets are not examined here,
iii) there were aspects of
the trade that because of lack of any previous research had 
to be examined although they were not strictly within the 
scope of the present study (such areas are: general buying 
behaviour, existing interrelations of the various elements 
of the Trade etc.),
iv) there are various
uses and references of literature without any empirical/sur-
h> 
vey results support them. The topics covered in such a way
were discussed with people actively involved in the trade and 
were not part of the questionnaires, this was inevitable be- 
cause of lack of any previous qualitative research on similar 
problem areas, and also because of the obvious limitations 
of time and financial resources of the present research.
1.1.4. The structure of this report
For the purpose of this report, it was considered essen- 
tial to examine the whole structure of the UK Hardwood Trade, 
This need became more apparent because of lack of data on 
certain aspects of the trade. Therefore a more general 
approach has been made followed than that suggested by the 
title of the paper.
The structure of the UK Hardwood Trade is discussed 
first. This was necessary in order to provide the back- 
ground in which all Tropical Importers/Merchants operate.
Then the UK Imports of Tropical Hardwoods are examined. 
The results provide information about the needs, preferences, 
trends etc. of the end-users of Tropical Hardwoods. This 
section also provides some qualifications about the need of 
a study such as this one and the future importance of lesser- 
known species. Finally, in this general section, the up-to- 
date literature is critically examined. Three aspects 
become clear, firstly the increasing awareness about the 
problems posed by introductions of lesser-known species, 
secondly the lack of data on many marketing aspects of the 
Trade and thirdly the fact that behavioural elements of the 
Trade have been given very little attention up to now.
Following this overvi^o) of the Hardwood Trade, the
*1 
three surveys which were carried out during the present
investigation are presented individually. For each survey 
the methodology of selecting the sample frame and designing 
the questionnaire are discussed first and some indication of 
the response rate is given. Then those of the findings 
which are directly related to lesser-known species are stated 
in a summarised form.
A more extensive analysis of the replies to all the 
questions of each individual questionnaire follows. The 
marketing implications of the findings are discussed in the
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i.e. -i- the sales staff survey: where all the people
involved in the decision taking and promotion of lesser- 
known and well-established species of one company were 
surveyed
-ii- the merchants survey: where the major importing 
merchants were asked about their past attempts and the stra- 
tegies which lead to the essential outcome of lesser-known 
specie introduction
-iii- the end-users survey: a selected sample of users 
of tropical Hardwoods was surveyed in order to establish their 
buying behaviour and marketing factors which influence their 
decision of trial of lesser-known species.
final section. It is appreciated that some parts of the 
questionnaires are not directly related to lesser-known 
species and therefore are not strictly within the limits of 
the study, but nevertheless they were regarded as essential 
in order to provide information on behavioural and marketing 
aspects of the Hardwood Trade. There is no doubt that there 
are many areas of dispute within the results of the surveys, 
unfortunately the data obtained could not be compared and 
therefore be validated against any other source(s) because 
there are no comparable studies. The findings are accepted 
on a face value basis and are presented under three main 
sections for each questionnaire/survey, one section about the 
nature of the respondents, one related to answers on ques- 
tions about lesser-known species and one section about the 
respondent's opinions, beliefs and attitudes on general 
points of their Trade and Hardwoods in general.
Then the findings from each survey are compared and 
contrasted against each other and comparisons are made with 
the present schools of thought about the marketing of lesser- 
known Tropical Hardwood species. As far as it is possible 
comparable questions are examined in 'parallel 1 and the 
reasons behind the results of those comparisons are stated. 
Such comparisons provide useful information about the reasons 
behind past unsuccessful introductions and identify areas of 
conflict between the market sectors involved in the marketing 
of lesser-known species. The result is the formulation of 
a marketing strategy which is based on overcoming these con- 
flicts and successfully promoting lesser-known species.
Finally, at the very end of the text, suggestions are 
put forwards for further research in the area of Marketing 
of Hardwoods and Timber in general.
1.2 LESSER-KNOWN SPECIES - DEFINITIONS
Various terras have been used to define insufficiently 
utilised wood species (FAO, 1974). Some of the terms are: 
"secondary species", "weed species", "non-commercial species", 
"little-used species", "lesser-known wood species", etc. But 
none of the above terms are associated with an exact descrip- 
tion of the reasons which make it difficult for particular 
species to be accepted by the markets (U.K. or any other mar- 
ket for that matter) and therefore such species are labelled 
as lesser-known, secondary or little-used.
There are three major intermediaries involved in the pro- 
duction, marketing and use of such species, these are: a) the 
producers, b) the importers/merchants and c) the end-users. 
Each of the above groups have somewhat different definitions 
and perceptions of what a lesser-known specie represents, such 
differences are the results of particular interests, needs, 
objectives and attitudes of each group of intermediaries.
Therefore, it will be helpful to define separately what 
this study regards as a lesser-known specie for each of the 
above g roups:
(a) sup pi iers/producers : The definition given by -^rfurth & 
Rusche (1976) is thought as appropriate, all wood species pro- 
ducedin quantities below lOOOmS will be considered as lesser-used 
(known) species.
(b) merchant s/importers: The past experience of each indi- 
vidual firm will be the deciding criterion here. If an 
importer/merchant decides to promote a species that has never 
in the past been introduced into the U.K. timber market then 
this would clearly be a case of a lesser-known species.
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Also, any species that have not in the past been stocked by 
a particular firm, although it has been imported on a regu- 
lar basis by another firm in the trade, will still be regar- 
ded as a lesser-known species (that is as far as this study 
is concerned); the criterion will be whether the firm 
regards itself as the first importer introducing the specie 
into the UK market and whether it undertakes all the neces- 
sary steps and procedures that are associated with the 
introduction of lesser-known Hardwood species. Species can 
be regarded as lesser-known even if they are re-introduced 
(following an unsuccessful past attempt by the same or 
another importer/merchant) into the UK market as the result 
of advances in certain areas like transportation, kilning,etc. 
(c) end-users; The perception of what constitutes a lesser- 
known specie to an individual firm might be different to that 
prevailing in the end-use segment in which the firm belongs. 
Therefore, i) end-use segments: A species will be regarded 
as a lesser-known one as long as no firm in the particular 
segment has used it in the past. The species might be used 
for some time by some other segment(s) of the market but 
have never in the past been promoted to the firms of the 
segment in question. Also, a specie which was tried in 
the past and found to be unacceptable will still be regarded 
as a lesser-known if it is re-introduced under different con- 
ditions (i.e. better shipping conditions, more technological 
information about proper use of the species etc.),
ii) individual end-use firms: Any species of 
which an individual end-user had no past experience, even 
thoti.gh other firms in the same end-use segment were familiar 
with them. The deciding factor will be the process of
adoption, if the firm has gone through all the various stages 
of such a process, then the species will be regarded as a 
lesser-known one.
This particular study deals only with importers/merchants 
and end-users and therefore their interests, attitudes, 
beliefs, etc. According to experience and knowledge about 
lesser-known species we can draw a diagram to show the 
various alternatives,
End-users (on the whole)
Well-known 
species
We 11-known 
species 
Merchants/Importers
Lesser-known 
spec ies
Lesser-known 
spec ies
(1) species which are well known to both importers/merchants 
and end-users: these are species that are well established, 
with known properties and uses. Such species have been 
imported into the UK market for some time and these are the 
ones which are becoming less available, like Utile, African 
Mahogany, etc.
(1) species which are well known to the importers/merchants 
but not to the end-users: there are three alternatives,
i) a specie which is sold to one segment of the end- 
users is now introduced to other segment(s); the merchant/ 
importer has ample information about the species, he usually 
stocks a wide range of sizes, qualities, etc. and has solved 
all the problems associated with the supply and transporta- 
tion of the species,
ii) a specie which is used exclusively by one customer
of the importer and is now introduced to a wider variety of
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customers in the same end-use segment: the suitability of 
the species is already established, problems of supply etc. 
are solved and the other end-users usually have heard about 
the species (although they have not used it yet),
iii) a specie which is sold in overseas markets (by a 
subsidiary of the UK importer/merchant) and is now intro- 
duced to the UK timber users (either to all segments or 
selective ones): there is no information about the reactions 
of the UK users, the machinery and working practices of the 
UK market will have to be taken into account and compared to 
those of the countries which use the species, there are no 
problems of supply etc.
(3) species which are little-known to the importers/mer- 
chants but well-known to the end-users; such cases are very 
rare since the traditional structure of the UK trade provides 
a flow of information from importers to end-users and not the 
other way round, the only possible case would be an indivi- 
dual end-user who decides to change the source of supply of 
a particular species which only this particular end-user is 
demanding; in such a case the importer/merchant will only 
have to solve the problem of shipping the species into the 
UK, there are no promotions that have to be undertaken (the 
demand is assured).
(4) species which are little-known to both importers and 
end-users: this is the question about which the present 
research is attempting to provide some answers. A specie 
which is introduced into the UK market for the very first 
time is little-known in terms of technical and natural pro- 
perties. The supply side is not yet solved satisfactorily 
and end-users have no information about its processing prob- 
lems and its possible applications.
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CHAPTER 2 
THE U.K. TROPICAL TIMBER TRADE
Here the traditional use of the marketing elements 
(product, promotion, distribution and price) is 
discussed and some trends in the imports of Tropical 
Hardwoods are presented.
2.1.1. THE PRODUCT
During the initial stages the product is in log form. 
The logs are either imported into the UK in their Round Solid 
form or they are first converted into lumber before they are 
shipped. Log imports are currently restricted to countries 
from W. Africa, while most of the lumber which is imported 
from the Pacific and S.E. Asia is imported as kiln dried. 
(For more information see section on UK timber imports- .)
It is true to say that the generic product is basically 
undifferentiated. Most of the UK importers of Tropical 
Hardwoods follow the same channels and procedures in order to 
obtain their supplies. This has become more apparent since 
most of the forest concessions which were granted by the pro- 
ducing countries were withdrawn; currently, there is little 
control over the actual production of the material by the UK 
importers.
Nevertheless, there are certain qualifications about the 
undifferentiated nature of Tropical Hardwoods:
(a) the quality of the logs is not uniform, even for 
logs growing side by side in the same forest, log 
form can and usually does vary tremendously,
(b) species of the same family growing in different
areas and marketed under the same specie name can 
have significantly different physical and techno- 
logical characteristics (e.g. Obeche from Nigeria 
and Samba from the Ivory Coast, Guarea from Liberia 
and Bosse from Zaire, etc.),
(c) the quality of work done before shipment (this 
applies mainly to areas like conversion of logs 
into lumber, kilning etc., but it is also important
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when preservatives are used for low durability 
logs) can vary from one producer to another,
(d) sizes, grades, availability etc. of stock at the 
yard of the UK merchant are all very important 
competitive factors, some end-use segments require 
very strict specifications or/and a wide variety 
of material.
(e) prompt collection of the parcels from the ports of 
origin, freshly cut logs and proper storage during 
the transportation will ensure the quality of the 
timber at arrival.
It is therefore obvious that, because of the almost non- 
existant control over the actual production, importers/ mer- 
chants have to find other ways of differentiating themselves. 
Any competitive advantage will come through a careful examina- 
tion of their supplying sources so as to improve the quality 
of their material. Such efforts frequently add to the costs.
Importers/merchants familiar with the problem of differen 
tiating themselves from their competitors, have attempted to 
do so through better services to their customers (i.e. advice, 
fast account dealings etc.). In the near future, the rapid 
expansion of new markets like demand for semi-finished pro- 
ducts, D.I.Y. market etc., will force executives to re-examine 
their image and structure to suit those market developments. 
Such developments will also provide the opportunity for 
aggressive marketing and product differentiation.
But any such effort should always consider that timber 
is a natural resource, not a man-made product, therefore it 
lacks absolute uniformity in physical properties. It is 
believed that this lack of uniformity is the main advantage 
(attraction) of timber over many competitive materials.
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2.1.2. PROMOTION
I would like to make clear that in this section I will 
only outline the current methods employed by the U.K. trade 
in promoting tropical timber; no reference to the interna- 
tional practices will be made.
Promotion of tropical timber is an area which, as Carr 
(1979) said, the merchants are still reluctant to admit that 
is essential. In any case, promotional activities in the 
U.K. are mainly carried out by the Trade Associations reflect- 
ing the interests of the agents, importers and merchants (TTF) 
on the one hand and those representing the major end-users 
(FIRA etc.) on the other. Research and development centres 
like TRADA and BRE also play an active part.
The benefits of a dynamic approach to promotion are 
emphasised by Yavorsky (1973), who recognises the need for 
product differentiation, specially with the increasing emphasis 
towards the marketing of semi-finished products (i.e. dimension 
material, pre-finished products, components, parts etc.). 
Even before such market trends became evident, Becker (1971) 
pointed out the need for timber merchants to remain competi- 
tive and satisfy the demand of an ever changing market, he 
stated that there should be "... vigorous promotion and con- 
stant analysis of the trends/changes of the trade...". In 
a research he (Becker, 1971) found that timber consumers at 
any level (i.e. architects, builders, the public, etc.) are 
always particularly interested in products (timber) and ser- 
vices which permit them to reduce or limit their costs. His 
recommendations were: (i) advertising which emphasises product 
identity through the use of brand names, (ii) quality labels 
so as to achieve a shift from an anonymous commodity to iden- 
tifiable products.
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Now lets examine closer the promotional techniques 
employed by the Timber Trade:
2.1.2.1. Advertising; two alternatives (not mutually exclu- 
sive) can be identified here,
i) small advertisements in periodicals for distinct 
target groups, e.g. small merchants, builders, 
etc.; such advertisements form a two-step commu- 
nication, usually are composed of only little text 
and have no illustrations
i i) large-size publications in media with a wide circu- 
lation; such forms of advertising have been very 
limited (only one firm I have seen advertising in 
the Sunday Press, there was no mention of any 
specific products, it was more of an image building 
effort). On a more general way, some years ago 
TRADA attempted to promote the image of "wood" and 
the promotion was judged to be successful. But the 
aim was not to promote a specific specie; therefore 
we cannot say how effective a similar attempt will 
be for individual wood-based products.
Some large end-users, mainly furniture manufacturers, 
have been using the national press for their campaigns 
but again the aim is to promote the end-product, no refe- 
rence or particular emphasis is placed upon the fact that 
the product is made out of Hardwood or Softwood etc. The 
only evidence about the effectiveness of advertising comes 
again from Becker (1973), he mentions the results of an 
image-building advertising campaign in the German and 
Swiss T.V. which proved to be discouraging because of 
problems in measuring feedback.
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2.1.2.2. Sales Promotions: This area covers a number of pro- 
motional techniques, the following are just a few of those 
which the U.K. Timber Trade uses more often,
(i) Printed material, i.e. booklets, leaflets, etc. 
on properties and technological information. Such 
material has been extensively used by individual firms 
during the introductory stages of lesser-known species. 
There are also examples of individual firms publishing 
their own periodical with general information and tech- 
nical data. For some time now, research establishments 
have been producing a large volume of printed information, 
but I have found (through my visits to various end-users) 
that such data does not always have the desired effect 
because it does not reach the target audience.
(ii) Exhibitions, shows, etc., during which a direct 
contact with prospective customers is possible, and 
technical data, samples, advice etc. can be exchanged; 
but my personal experience during the last two Interbuild 
exhibitions has been that such activities make very little 
impact, there were only some encouraging contacts in the 
overseas markets.
(iii) There are certain sections of the target groups 
which experience has showed that cannot be reached to any 
significant degree by either printed material or adver- 
tisements; such people like interior decorators, archi- 
tects, building engineers and other similar groups of 
professionals are very important to the application of 
timber, therefore establishments like TRADA, BRE and 
IWSc organise seminars and meetings specifically designed 
to promote uses of timber to such people.
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2.1.2.3. Personal Selling; This has traditionally been the
main form of timber promotion; the nature and importance 
of such activity varies with the product line(s) offered 
and the buying characteristics of the customers. As 
Rich (1980-a) stated, the changing orientation of many 
forest-product companies from being customer orientated 
to placing greater emphasis on resources, makes the pic- 
ture even more complex.
The role of personal selling, under different 
product-customer circumstances can be illustrated by 
Fig. 2.1./I. (p.18).
Rich (1970) says that there is an "increasing degree 
of creative selling" along the two dimensions of customer 
buying characteristics and product characteristics. 
Although it is not in the original text, I believe that 
the implied assumption is that the position of the various 
products is not a rigid one, but it moves on a vertical* 
"creative selling 1 ! axis according to the particular 
characteristics of the customer-product combination. 
That is, a routine call by an existing customer requiring 
various standard sizes of a well stocked and/or known 
specie will create few problems and therefore is repre- 
sented at point (1), while the same product when it is 
promoted to a new customer will be represented by the 
position (2) on the table and so on. On the other 
extreme, trying to persuade an end-user, who had no pre- 
vious dealings with a supplier, either to switch his source 
of supply or purchase an alternative specie to the one he 
has been used to, will require much persuasion and a high 
degree of "creative selling". When it comes to entirely
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Fig. 2.1./1. Selling Grid
Customer buying 
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Custom 
Product System)
a,
Contact initiated by the 
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-»|Position(4)
a./ Additions to the original table. 
Source: Rich 1970(p.278)
new species (lesser-known), then the problems are even 
greater because the product is new to both the supplier 
and to the end-user, therefore the starting point will be 
somewhere around the position (3) on the table for those 
customers with whom there are some transactions at the 
present and as the supplier moves to entirely new markets 
and customers the problems will become more difficult to 
overcome and there will be a movement to a position like 
(4) etc.
Therefore we see that there is a degree of relativity 
in the positioning of a specific product on the Fig.2.1 /I. 
the position on the horizontal (product) axis will depend 
on the complexity of the product and the position on the 
vertical (customer) axis will depend on the particular cha- 
racteristics of the customer. As the two variables (pro- 
duct and customer) will change with time, that is the pro- 
duct will become more acceptable by the customer and there 
will be less of a need for technical service, so will their 
position on the table. A new customer requiring standard 
lumber will start at position (2) and after a certain num- 
ber of orders will move to position (1) etc. As for 
lesser-known species, let us assume that a new customer is 
approached by a supplier, starting at position (4), as the 
two firms become more familiar with each other the position 
becomes (3) and as the end-user becomes more familiar with 
the properties of the lesser-known specie there is a fur- 
ther movement to position (2) and finally if all of the 
end-users adopt the lesser-known specie then it becomes an 
established one and moves to position (1).
Personal selling has to consider the above factors so 
as to adjust its approach to suit the particular circumstances.
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2.1.3. DISTRIBUTION
The traditional Agent-Merchant-End user structure of the 
timber trade has resulted in certain changes in the distribu- 
tion- pattern of Tropical Hardwoods into the U.K.
This section presents the traditional structure of the 
distribution channels and the recent developments which have 
taken place in the trade.
2.1.3.1. Channels of distribution
The traditional distribution channels of the U.K. market 
are those illustrated in Fig.2.1/2 (Mallinson & Leigh, 1965). 
The distribution has been viewed as a step-by-step physical 
movement of materials with ownership or risk or sales effort 
transferred successively through the structure mentioned. At 
the same time a certaintransformation of material takes place 
(Peck, 1973} as the timber moves through the various stages of 
the channel. Fig.2.1/3.
For the U.K. market, the shipper obtains the material in 
the tropical producing country and offers it for sale over- 
seas. He may own forests or he may just convert logs into 
lumber in his saw-mill. In West Africa shippers of sawnwood 
are generally also the sawmillers while in the Far East these 
two functions are more often separate. Because of the great 
distances involved and because the U.K. market is very frag- 
mented, the shipper employs an agent to sell his product for
* 1 
him. He pays the agent a commission of a percentage of
the f.o.b. or c.i.f. price of the sale. GATT (1967) stressed 
the importance of mutual confidence in such transactions, and
1 This commission is usually 4%.
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Fig. 2.1/2
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UGNW (1969) stated that it would probably be impossible to 
sell without the intermediary role of the timber agent. 
Traditional ly the agent never owns the timber, the shipper 
makes his contracts with the importers and is generally paid 
at the time of export by a letter of credit from the agent. 
The importer is then usually financed by the agent for a 
period of approximately three months, at an interest rate of 
1% above the base lending rate. The importer now buys from 
the shipper through the agent, he purchases on a general 
specification covering a number of the sizes and qualities 
that the shipper offers. He stocks timber for sale through 
the merchant to the end-users. Usually he places a contract 
without even having seen the timber, many months in advance 
and the price depends on market conditions, exchange rates and 
specifications. The merchant buys from the importer, 
although the importer is often a merchant himself. It is 
important therefore to distinguish between timber merchants 
who stock, re-sort and sell in small quantities specific sizes 
and qualities and builder's merchants who sell all building 
materials including small quantities of timber. Then come 
the end-users, the consumers (i.e. joiners, cabinet makers, 
builders etc.); they have specific requirements for size and 
quality and in some cases will only accept such specifications. 
The end-product is then sold to the general public. Finally 
regarding the role of the timber broker, he is usually employed 
by an importer to find buyers for unwanted stocks, but the 
importance of such intermediaries is very small regarding 
tropical Hardwoods.
In real life the trade structure is not a clear-cut case 
of activities. Merchants often sell to each-other, importers
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sell to big end-users directly etc. It is becoming a fre- 
quent event that traditional intermediaries are by-passed 
and a more direct link with exporters is gradually emerging. 
Therefore, it might be more realistic to view distribution 
as a series of flows (Rich, 1970) and analyse the transac- 
tions on the basis of:
a) flow of materials
b) flow of ownership
c) flow of payment
d) flow of capital
e) flow of information.
Such an approach will be more useful to the individual 
members of each stage of the channel, in order to provide a 
guide to his own position against the other members of the 
chain.
2.1.3.2. New institutions and functions
A number of factors have been causing changes in the 
traditional structure described above. Developments like 
the increasing importance of the repair and remodelling market 
(DIY), the introduction of a large number of new products, 
greater pressure to boost sales volume of established pro- 
ducts and commodities, the trend towards larger production 
units, advancing technology in transportation and communica- 
tions and finally the gradual effort towards a better utili- 
sation of timber as a raw material. Such developments have 
produced a certain degree of intermediary stage bypassing. 
For example, some large end-users buy directly from agents 
or even have their own buying department that deals with the 
shippers. Also increasing horizontal and vertical integration
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has been taking place.
The above developments are the result of a conscious 
effort by the firms in the trade to exercise a larger degree 
of control over their distribution network and to utilise 
their resources in a more efficient way. To put all the 
above together, the major timber market developments in the 
last 15 years have been (Mallinson, 1979) -
(a) the formation of major groups (horizontal integra- 
tion) which reduce the number of companies trading indepen- 
dently; such integration has been viewed by True (1980) as 
resulting in a more professional approach, although he also 
adds "... only a few companies have been fully aware of the 
true meaning of marketing..."
(b) some of the major enterprises have absorbed or 
developed production facilities for joinery to be supplied 
to the small builder down to the DIY purchaser; Carr(1979) 
pays greater emphasis on a vertical integration between mer- 
chants and builders than any other combination
(c) other firms have developed their own outlets to 
incorporate builders merchant ing and have set out to take a 
substantial stand in the DIY retail trade
(d) some have concentrated on wholesaling and supply 
through their own facilities down to the discriminating 
smaller timber user but do not go into the DIY market. Some 
of these tend to increase their overseas interests.
We see that there is a trend towards prepared material. 
This will be speeded up by the increasing number of producing 
countries which are turning to local processing (Moore & 
Cheslyn, 1975). But for such a venture by the exporting 
countries to be successful it will have to be followed by
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an increased level of collaboration and flow of information 
between the producing countries and the U.K. importers/mer- 
chants who will be prepared to promote such commodities. 
This highlights the question of how close the traditional 
supply side of the trade structure is to the end-users, so as 
to know their particular requirements. On the opposite 
side of the trade, there is an increasing number of merchants 
who prefer to deal on a forward basis. That is, the material 
is sold directly to the customer without actually being stocked 
in the merchants yard.
Finally, inflation, high interest rates and a general 
shortage of credit facilities have caused stock levels to be 
reduced (see table22/lf) . And as Rich (1980) states, the 
inventory-carrying function has been pushed back to the whole- 
sale level of the trade. Retailers prefer to buy in small 
quantities closer to the time of sale, but the specifications 
of the end-users remain the same. Therefore the merchants 
will still have to stock a wide range of sizes, grades, etc.
He concludes, therefore, that the larger firms which 
are moving more aggressively into wholesale distribution are 
also the ones which are strongly timber orientated rather 
than end-market orientated. Such firms set up a system of 
distribution centres so as to get the maximum return from 
their timber assets.
2.1.3.3. Transportation of Tropical Hardwoods
It must be recognised that timber is a product with a 
very high volume/value ratio, which means that shipping com- 
panies would prefer to handle a more valuable, less bulky 
product on which a higher rate of freight could be charged
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without resistance. Ideally timber should be shipped regu- 
larly, collected promptly and delivered to the U.K. ports in 
good condition.
-I- Shipping services from West Africa
*2 
A group of seven shipping companies organised into a
conference by the name of U.K. West Africa Lines (UKWAL) have 
a virtual monopoly of the ocean transportation of Hardwoods 
from West Africa to the U.K. ports and therefore operate a 
cartel. The services that they provide are basically on an 
outward cargo (from the U.K. to W. Africa) and the vessels 
used are not specifically designed to carry timber. The 
freight is calculated on the basis of various set rules, 
according to the volume involved, the bundling etc. A mini- 
mum Bill of Lading, acceptable without penalty, of 20M3 is 
imposed; there is obvious preference to as large a Bill size 
as possible.
Looking at their schedule for the period between the 
1st January and 30th June 1981, two facts become apparent,
(a) the only ports in the U.K. with a regular service are 
those of London and Liverpool, with only very limited 
services to Hull and Dublin
(b) there is a great discrepancy between "north and
*3 
"south" range African port services, with the "northern"
range having both better service and disproportionately
lower freight charges
According to Roberts (1971) the average round trip sailing 
time by UKWAL vessels is 85 days. Finally, the conference 
operates a system of rebates to protect its monopoly status,
#2
These shipping companies are: Elder Dempster Ltd., Palm
Line, Nigerian National Line, Heogh Line, Black Star Line, 
Guinea Gulf Line, Zaire National Maritime Line.
*3
Mouadhibou/Eq. Guinea range
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the "payer of freight" is granted an immediate rebate of 10%, 
this is paid after three months and provided that the shipper 
has not shipped outside the conference during that period. 
During my discussions it was repeatedly indicated that all 
these tactics have been proved to be detrimental to the ex- 
pansion of the tropical timber trade from W. Africa to the 
U.K.
-II- Shipping services from the Malayan Peninsular and 
Papua New Guinea.____________________________ 
Until the beginning of the 70's the Far East Freight 
Conference (FEFC) had almost a monopoly over those routes. 
But when timber firms from the U.S. became involved in that 
market, a dramatic decline in freights appeared. There are 
no loyalty agreements and freights have become a matter of 
competition. If there is enough timber to be collected the 
shipping company is prepared to col leet from any port. The 
vessels used are charter type, with a more recent development 
in the use of containers for the transportation of Hardwoods. 
A much wider range of U.K. ports is serviced, but a drawback 
is the fact that payments are made in U.S. dollars which some 
times causes serious fluctuations in the c.i.f. price (accord- 
ing to the prevailing exchange rates). Finally, for Papua
#4 
New Guinea there is only one line servicing the U.K.
-111- Shipping services from South America
The service is run by the Brazilian Government, and it 
is allocated to two conferences, the Brazil-Europe Conference 
and the Amazone Conference. These two exclusively service 
the U.K. ports. No outsiders are allowed to operate, but 
the overall standards are not satisfactory and frequently the 
material has to be re-shipped.
*4
The shipping firm is Ben Balk Line.
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2.1.3.4. Location of the U.K. Tropical Hardwood Importing
Trade.
Timber importers are usually sited at the major ports. 
In 1980/81, of the total number of 286 importer members of 
the National Hardwood Importers Section of the TTF, 103 were 
found to be based in London (35%), 79 were based in Liverpool 
and Manchester areas (28%) and 37 were from the Scottish 
section (12%). By looking at Table 2.1/1. we realise that 
six ports, i.e. Hull, London, Newhaw, Shoreham and Liverpool
J{c £
account for 74% of the total U.K. Hardwood imports. 
According to a BTDB (1972) study, by far the most important 
factor influencing the choice of port of entry is the proxi- 
mity to the stock yard. Other factors were, (i) lower level 
of port charges, (ii) frequency of sailing, (iii) shorter 
through transport times, and (iv) the overall facilities 
available at the port.
There is the problem that the statistics do not discrimi- 
nate between tropical and non-tropical importer of Hardwoods
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Table 2.1/1 U.K. Import* of Tropical Hardwood by Port of Entry
Area/Port 
Scotland;
North«Cast: Middlesbrough
Humber: Hull
Cast Anglla:Ferixstowe
Harwich
Ipswich
London:
Kent: Dover
South Coast: Newhaven
Shoreham
Hants fc 
Dorset: Southampton
Western 
Counties:
Bristol 
Channel: Bristol
Cardiff
Newport
Liverpool:
Manchester:
N. Ireland:
U.K. Total:
Total
Total
Total
Total
Total
Total
Total
Total
Total
Total
Total
Total
Total
1975
49,128 6.6
2,239 0.3
13,854 1.8
46,855 6.3
49,828 6.7
17,365 2.3
11,214 1.5
7.171 0.9
49.866 6.7
261,483 35.0
11,040 1.5
15,328 2.0
25.022 3.3
18,524 2.5
43.546 5.8
12.854 1.7
16.468 2.2
1,908 0.2
32,579 4.3
72,103 9.6
31,110 4.2
139,003 18.6
69,495 9.3
13,027 1.7
16,227 2.2
747,387 103. 0
1976 
M3 £
27,564 3.3
704 0.1
23.521 2.8
46.527 5.5
46.872 5.6
22,320 2.6
6,729 0.8
10,455 1.2
43,666 5.2
278.873 33.2
8,049 0.9
13.688 1.6
20,087 2.4
43,587 5.2
63,674 7.6
12,702 1.5
13.522 1.6
1.364 0.2
21,228 2.5
65,248 7.7
57.508 6.8
145,265 17.3
126,970 15.1
19.874 2.4
26,339 3.1
840.676 UD. 0
1977
HI £
15,873 1.9
930 0.1
12,522 1.5
44.184 5. 5
46.391 5.7
22.287 2.7
11,162 1.4
13,262 1.6
51,642 6.4
Z20.179 27.2
12.962 1.6
23.012 2.8
25,608 3.2
50,539 6.2
76.253 9.4
21.893 2.7
22.199 2.7
1,143 0.1
9.488 1.2
19,901 2.5
109,420 13.5
143,302 17.7
148,476 18.4
12,210 I. 5
26,597 3.3
808,351 100.0
1978 
M3 £
12.728 1.5
1,468 0.2
13,780 1.7
31,740 3.8
32,466 3.9
15,784 1.9
7,776 0.9
18,939 2.3
49.559 5.9
211,309 25.5
14,908 1.8
27,046 3.2
22.797 2.7
56.253 6.8
79.050 9.5
13,396 1.6
14,731 1.8
..
10.245 1.2
12.649 1.5
87.874 10.6
110,768 13.3
240.519 28.9
8.544 1.0
22,432 2.7
829.943 100,0
M3'L2Z2 f;
9,226 0.9  
33,809 3.4  
50,480 5.1 *
16,516 1.7 *
20,046 2.0  
12,953 1.3  
17,129 1.7 *
18,371 1.8  
57,609 5.8 *
269.329 27.1  
11.763 1.2 *
18,380 1.8  
20.674 2.1 *
51,641 5.2 *
72.681 7.3  
20,981 2.1 *
23,812 2.4 *
216   *
42,223 4.2  
62,813 6.3  
67,634 6.8  
172,854 17.4 *
254,599 25.6 *
17,328 1.7  
24,140 2.4  
994,241 103.0  
* Include! hewn, sawn, planed or dressed Hardwood 
Source; U.K. Year book of Timber Statistic*   varioui.
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2.1.4. PRICE
The underlying factors which determine prices and 
pricing policies are examiradd separately in this section. 
The value and implications of the findings will be used in 
the formulation of a pricing policy for lesser-known species.
2.1.4.1. Customer demand.
The demand for Tropical Hardwoods is a derived one. 
The buying behaviour is dominated equally by economic factors, 
tradition, habits and familiarity with certain species by 
individual end-users (Rich, 1970). On the area of aggregate 
and derived demand, Gregory (1972) has produced a useful 
application of theory to the question of forest resources.
But the present study follows the more general approach 
suggested by Hill et al.(1975). The characteristics of the 
demand are grouped under general headings and examined 
separately:
-!T Demand and product characteristics; Work by Towler 
(1974) provided a useful list of consumption coefficients. 
Table 2.1/2 shows the various end-use segments and their
respective consumption coefficients. About endogenous com-
* 1 petition, the CAS report (1980) stated that in respect to
income elasticity, wood based panels greater than paper-and- 
board which in turn are greater than sawnwood, which means 
that Tropical Hardwoods are more income inelastic compared 
to other wood products. This seems to be true, since for 
the last 8 to 12 months sawnwood has been holding its demand 
compared to a sharp fall in the demand for panels.
*1 Competition between wood products is defined as endogenous,
compared to that from other materials (e.g. plastics, metal
etc.) which is defined as exogenous competition.
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Table 2.1/2. Tropical Hardwood Consumption Coefficients.
6 . Furniture
Upholstery 
Bedroom/Kitchen 
Dining/Office 
Seat ing
Transport
Passenger - Car
- Buses 
Commercial - Rigid
7 .
Input 
Coeff icient
1. Joinery (M3 WRME- / £1000)
Window frames 5.57
Doors & door 8.73
Other 1.11
2. Flooring
Strips 8* blocks N.A  
Mosaics N.A
3. Building
Housing 0.013 
Private Commercial &
other buildings 0.016 
Private industrial 0.014 
Repair & maintenance 0.012
4. Shopfit ting
Shop fronts 0.64 
Other fittings 0.35
5. Marine & freshwater N.A
0.39
0.58
1.37
0.92
(M3 WRME/1000 units)
0.21 
144.50 
173.92
8. Containers
9. Rail
- Trailer 180.52
35.94
N.A
Confidence Limits 
at 95% level
(i M/ WRM£/£1000) 
1 6.30 
i 0.30 
i 0.07
N.A 
N.A
i .0.004
t<: 0.004
t 0.009 
t 0.028
- 0.12
i 0.16
N.A
i 0.13
t 0.20
- 0.55
± 0.12
(1 M3 WRME/100 units) 
t 0.08 
t 27.10 
t 20.18
-138.6
^197.28
N.A
-' WRME = Wood Raw Material Equivalent
-' N.A = Not Available
Regarding exogenous competition, it is true that a sub- 
stitution of traditional timber uses by other materials does 
take place in the long-term, but not so much in the short-term. 
What happens in the short-term is what Gregory (1972) calls 
"constant total" effect. That is the mix of the various 
wood based products used can change, but the total amount of 
timber used remains constant for the short-term at least.
-I I-y The customer ( s ) ; Two important dimensions need to 
be considered, the proximity and the concentration of the end- 
use segments (Fisher, 1976). The degree of importance of 
those two dimensions is very much a matter of the end-use 
segment under consideration, but on an overall basis importers/ 
merchants are close enough to the ultimate consumer to "feel" 
any short-term changes (proximity), while the concentration of 
the various segments can be seen in Tables 2.1/3 and 2.1/4.
It is obvious that there is a close interdependence between
*2
suppliers and buyers. Economic and inon-economic factors moti- 
vating the buying decisions are well documented in most of the 
general textbooks of industrial marketing; but only a few 
papers exist regarding the Timber Trade (UCNW, 1977). In 
this area, there is currently some emphasis on non-economic 
aspects (Wassink, 1979-b-).
-IIIT Purchasing system; It is broadly agreed throughout 
the Trade that mutual trust between the parties involved is of 
great importance, and could prove vital in the introduction of 
lesser-known species because it can seduce the perceived risk 
and the uncertainty involved.
The only available information about purchasing systems 
employed by timber firms is provided by Cooper (1979), who
#2
At this point, I must mention once again the vast amount
of information (both for the overall U.K. market and for
the individual segments) which can be found in Towler (1974).
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Table 2.1/3. Major U.K. Tropical sawnwood end-using
sectors - 1971.
Estimated no. of
End-use Sector Enterpri ses
Construction )> 45,000
Joinery^-' 1 500
Shopfitting 1 1,000
Flooring < 20
Aquatic construction - 300 
D.I.Y. and repair/maintenance
Furniture t 2,000
Transport - 1,000
Shipbuilding < 40
Boatbuilding <. 1,000
Piano manufacturers - 10
Coffin manufacturers  - 25
 Including built-in units manufacturers.
8Construct ion
Furni ture
Transport
Ships/Boats
Caravans
Cof fins
Educat ion
D.I.Y.
Packaging
Patterns
Musical instruments
Sports/Games
Panels
O t he r s
Total
Via Suppliers
Sawn logs
M3 %
58
27,499 99
0
0
0
0
0
0
0
0
0
0
0
107
27,664 100
664 2
Form of Material
Boule
M3 %
55,604 38
73,544 50
3,184 2
5,826 4
64
7,342 5
308
25
177
350
272
205
0
488
147,389 100
14,222 9
S . E . 1 umbe r
M3 %
335,455 51
247,643 37
42,020 6
11,091 2
2,566
2,124
2,367
1,057
3,842 1
5,994 1
3,731 1
217
216
2,945
661,268 100
64,624 9
Planed 
lumber
M3 %
22,984 33
9,271 13
19,427 28
394 1
589 1
427 1
1,538 2
13,504 20
0
0
0
681 1
51
0
68,865 100
3,231 4
Total
Ml 
414,101 46
357,957 40
64,631 7
17,311 2
3,217 0
9,893 1
4,213
14,586 2
4,019
6,344 1
4,003
1,103
267
3,540
905,187 100
82,741 8
Source: R.W. Towler (1974)
states that all such systems have the following common elements; 
(i) order replacement, (ii) follow ups, (iii) invoice handling, 
and (iv) receipt and inspection.
1.4.2. Compe tition
Most of the Timber importers/merchants/agents are members
of the Timber Trade Federation (T.T.F.). The list of TTF
*3 
membership for the year 1980/81 was complemented by the
#4 
Intercompany Comparison survey (ICC, 1980) and some broad
conclusions were drawn. By breaking down the TTF membership, 
it was possible to determine the nature of each firm and draw 
up an overall table (Table 2.1/5). This table was then com- 
pared to the one drawn from the ICC survey, Table 2.1/6. 
Each of the firms in the TTF list was checked whether it was 
included in the ICC survey and it was found that 39 agents, 
247 Hardwood importers and 32 merchants were included in both 
lists. The total number of the above firms (318) comprises 
those firms of the ICC survey with turnover over £1M (64% of 
the total number of firms and 99% of the turnover).
This is not an absolute rate for the whole of the Trade, 
but by all estimates it is a reliable one. The problem which 
nevertheless remains is that, even from those of the above 
firms which can be said to stock Hardwoods we cannot determine 
the relative importance of Hardwood sales to the overall turn- 
over. Therefore, it becomes even more difficult to derive a
The list of members is broken down into: (i) the nature 
of the firms activities, (ii) the firms product mix and 
(iii) the location (see Appendix 2.1/1) .
# 4
The firms sere selected on a turnover basis, groups of
companies were identified and this fact was taken into 
account. But there was no indication whether the firm 
was an agent or a merchant or an importer and furthermore 
it was not possible to establish whether the firm stocked 
any Tropical Hardwoods.
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Table 2.1/5. Membership in the U.K. Hardwood Trade
Trade T.T.F. Section
No. of TTF 
members
Timber Agents
Hardwood importers
Merchants
Hardwood agents and 
Brokers Association
National Hardwood 
Importers Section
Merchants section
Total
47
286
34
367
Source: Timber Trade Federation (T.T.F.) Annual Handbook 
1980/81
Table 2.1/6.
£ 
( turnover)
up to 500,000 
500,00-1 mill.
1-2 mill.
2-3 mill.
3-4 mill.
4-5 mill.
5-6 mill.
6-7 mill.
7-8 mill.
8-9 mill .
9-10 mill.
10-20 mill.
20-30 mill .
30-40 mill.
40-50 mill.
50-100 mill.
100-200 mill.
200-300 mill .
No. of 
Companies
110 
93
125
46
26
16
15
7
4
5
7
23
9
9
6
5
5
4
515
of 
the total
21.3 
18.1
24.3
8.9
5.0
3.1
2.9
1.4
0.8
1.0
1.4
4.5
1.7
1.7
1.2
1.0
1.0
0.8
100.0
Cumulative
%
39.4
63.7
72.6
77.6
80.7
83.6
85.0
85.8
86.8
88.2
92.7
94.4
96.1
97.3
98.3
99.3
100.0
£'000 
total 
turnover
28,822 
70,482
161,815
132, 322
73,029
67,791
76,225
52,022
37,211
43,220
56,469
313,690
375,626
245,703
180,502
417,070
7,520,135
1,022, 170
10,874,304
% of 
the total
0.3 
0.6
1.5
1.2
0.7
0.6
0.7
0.5
0.3
0.4
0.5
2.9
3.4
2.2
1.6
3.8
69.1
9.7
100.0
Cumulat ive
%
0.9
2.4
3.6
4.3
4.9
5.6
6.1
6.4
6.8
7.3
10.2
13.6
15.8
17.4
21.2
90.3
100.0
o
I
\
Source: Financial Survey ICC 1980
The purchase prices which importers have to pay are 
almost identical for all of them, assuming similar quantities 
and qualities. But there are other factors which could
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Table 2.1/7. Importers 1 Shares of total Tropical Hardwood
Imports.
Company % of total Cumulat ive
Number import % 1 ) Forward
sold
2) From Stock
A, Separately trading Companies
1
2
3
4
5
6
7
8
9
10
B. Separately
1
2
; 3
4
5
6
7
8
9
10
4.8
3.3
3.3
3.0
2.8
2.7
2.7
2.7
2.3
2.0
owned
7.5
5.5
4.0
3.3
3.3
3.0
2.8
2.7
2.7
2.7
8.1
11.4
14.4
17.2
19.9
22.6
25.3
27.6
29.6
Companies
13.0
17.0
20.3
23.6
26.6
29.4
32.1
34.8
37.5
25
79
18
50
29
21
46
79
7
28
27
32
12
79
18
50
29
21
46
79
75
21
82
50
71
79
54
21
93
72
73
68
88
21
82
50
71
79
54
21
Source: R.W. Towler (1974)
*5 
affect the total cost, such as demurrages, material arriving
which are not properly kilned or sawn and therefore having to 
be processed again etc. Such additional costs could be 
considerable. But overall, costs cannot be used as the 
sole determinant of the pricing policy of a Timber firm.
2.1.4.4. Competitive prices
The analysis of the competitive prices was based on the 
published prices of 10 firms, these price lists were obtained 
through various end-users. The prices were arranged in 
cubic foot form and did not take into account any small order 
or selection surcharges etc. Two different points in time 
were examined, October 1980 and March 1981, the reasons for 
comparing two different points in time were: 
(i) comparable data was possible to be collected only for
those two periods, and
(ii) in order to eliminate any possible seasonal fluctuations. 
A final point which is worth mentioning was that many of the 
major Tropical importers did not provide a full price list, 
just a list of the species which they stock and a rough 
estimate of the quantities at stock.
-In Price comparisons; The price lists were arranged 
in a similar order according to a pre-set species list, then 
each comparable pair of the same specie, grade etc. was com- 
pared and a percent difference (of the smaller of the two 
quoted prices) was recorded. The total number of comparisons 
was 352, Table 2.1/8, and the results of the analysis were:
c
Definition by Mallinson & Leigh (1965) "Demurrage is the 
sum paid or agreed to be paid to the shipowners as liqui- 
dated damage for delay in loading or discharging beyond 
certain stipulated times".
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Table 2.1/B. Price Comparisons
Price differences 
in % terms
0%
0.1 - 5.0%
5.1 - 10.0%
10.1 - 20.0%
20.1 - 30.0%
30.1 - 40.0%
50. 1 - 60.0%
60.1 - 70.0%
Form
A/D
K/D
A/D
K/D
A/D
K/D
A/D
K/D
A/D
K/D
A/D
K/D
A/D
K/D
A/D
K/D
No. of 
cases
31
4(35)
66
73(139!
36
54(90)
36
28(64)
4
8(12)
-
4(4)
-
4(4)
-
4(4)
352
% of the 
total
9.9
39.5
25.7
18.2
3.4
1.1
1.1
1.1
100.0
(i) of the total 352 comparisons, there were 35 (9.9% of 
the total) prices which were identical and of the 
remaining 317 (90.1%) prices were different. Of 
those 317, 175 were differences between Kiln Dried 
material and 142 between Air Dried material; 
(ii) of the 35 comparisons which did not show any price 
differences, 31 were of Air Dried material and only 
4 of Kiln Dried material;
(iii) there were 139 (39.5%) prices with a difference of 
less than 5%, a brief analysis of those differences 
proved that all of these species were amongst the 
most popular ones;
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(iv) of the remaining 178 (50.6%) comparisons, most of the 
differences were in the range of 5.1-20.0% but it is 
interesting to note that of the differences over 20.1% 
the majority were of Kiln Dried material (20 out of 24). 
Even more, of the differences over 30.1% all were of 
Kiln Dried material and most of those species were 
found to be highly specialised in their uses and at 
above average prices.
-I I  Paired Comparisons; A further analysis was then 
performed, of the species which were stocked by a firm both 
in Air Dried form and Kiln Dried form. The same price lists 
as above were used and this time only the prices of the spe- 
cies which were stocked both in Air Dried and Kiln Dried 
forms were analysed. There were 91 possible such compari- 
sons, Table 2.1/9, and the results of the analysis were:
Table 2.1/9.
Paired comparisons of price differences
(i) there was no case where both Air Dried and Kiln Dried 
prices were identical;
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(ii) there was only one case where there was no difference 
between the two prices of a specie in Kiln Dried form, 
while the corresponding prices of the same specie in Air 
Dried form were different; it was found that the Air 
Dried price difference was below 5%;
(iii) there were 7 cases where there was no price difference 
for the Air Dried material but the corresponding Kiln 
Dried prices differed; further, analysis did not pro- 
vide any explanations for such differences; 
(iv) there were 84 (91.2%) cases where the differences in 
the Air Dried and Kiln Dried prices were of the same 
direction, of those:
-a- 35 paired comparisons showed that in absolute 
terms the differences between the Air Dried prices were 
greater than the corresponding absolute differences of 
the Kiln Dried material, it also found that the price 
differences for both forms of material were in the 
range of 0.3-to-6.6%,
-b- 32 of the comparisons showed that in absolute 
terms, the price differences between Air Dried material 
were smaller than the corresponding differences between 
the Kiln Dried material, the differences were found to 
be in the range of 5.4-to-18.9% of the quoted prices; 
(v) there were finally 16 cases where the differences in 
the Air Dried and Kiln Dried prices were in opposite 
directions, of those:
-a- 12 cases showed that in absolute terms the Air 
Dried price differences were greater than the corres- 
ponding Kiln Dried differences, by analysing those 
pairs, it was found that both the differences were very 
small (in % terms) and almost equal to zero,
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-b- in the last 4 cases, the reverse of the above 
was true, these cases were found to be special offers.
A brief cross-examination of the price differences 
and the nature of the stock holdings of the firms proved 
that such factors have no significant influence.
-III-r Overall price list differences; Finally, an overall 
price list comparison was performed. The price list of each 
firm was compared to the price list of each of the other 9 
firms, this process was performed for the two time periods 
and produced 90 c omparisons. The two time periods were 
examined independently, that is the lists were not mixed for 
the different time periods. The comparable species were 
again arranged in a pre-set way and the differences were 
assigned (+) or (-) or (0) signs. It was found that 57 (63%)
of the total number of comparisons showed an overall price
*6 
difference.
The limitations of the above analysis are obvious. 
Qualitatively the analysis does not take into consideration 
the "real" quality of the stocks held by the different 
suppliers. Quantitatively it is also inadequate because 
only a small fraction of the merchants was analysed and 
finally because other competitive activities like services, 
credit facilities, promotion, etc. are not considered. 
The conclusions of the above analysis are:
(i) if the Air Dried price of a merchant on a particular 
specie is higher than the corresponding price of another mer- 
chant, then the Kiln Dried prices of the same specie will 
also be different in the same direction as the Air Dried 
difference is,
*6  ,,
The test applied was a Wilcoxon matched-pairs signed-ranks 
test, at a level of significance c( = 0.01 (Siegel, 1956).
36
(ii) the more popular the specie is, the smaller the 
price differences between the various merchants were found 
to be,
(iii) the Air Dried prices showed smaller % differences 
than the corresponding Kiln Dried prices of the same specie, 
differences tend to be greater the more expensive the specie 
was,
(iv) there is an overall difference between merchants 
prices, when a wide range of species is purchased from one 
merchant (supplier).
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2.2.1. TIMBER DEMAND
The U.K. Timber Trade represents only a small part of 
the international trade and therefore it will be reasonable 
to assume that supplies of Tropical Hardwoods to the U.K. 
will be greatly influenced by the movements in the inter- 
national market(s).
Firstly, we should establish some basic economic facts 
about the demand and supply of timber. A study by ITC/GATT 
(1967) defined the determining factors as being:
a) for Demand - the output levels of end-use segments
- the income (GDP) of the importing 
countrie s
- the selling prices of timber products
- the degree of substitution of timber 
by competitive materials (metal etc.)
- the trade duties or other trade res- 
trictions (tariffs etc.)
b) for Supply - the available capacity of exporting
countries
the buying prices (the prices that ex- 
porters charge to the UK importers) 
the substitution among wood species 
the processing of logs into wood products 
the policies of exporting countries
- the institutional aspects of trading
sectors.
The world trade equilibrium will obviously be the point of 
intersection of all tlie above factors.
It has been established by Buongiorno & Grosenick (1977)
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that the consumption functions of low-income countries are 
significantly different from those of high-income countries. 
This means that the GDP (I believe that the term Disposable 
Income is a more appropriate one) is definitely influencing 
consumption of timber. The same people derived a model, 
based on economic and demographic elements, which was designed 
to forecast forest product consumption from 1970 to 2010 
(their model had the basic limitation that it used projections 
of GDP and population to forecast consumption levels). 
Nevertheless, the conclusions drawn from the forecasts were:
(a) For structural wood (the sum of sawn timber plus 
wood based panels) world consumption will grow at a slower 
rate than the total GDP. The growth of consumption per 
capita will proceed at about half the rate of growth of GDP 
per capita in developed countries while it will be slightly 
above the rate of growth of GDP per capita in the developing 
countrie 
(b) For roundwood (the sum of raw logs and veneer logs 
plus pulpwood and particles), the growth rate will be slightly 
below the growth rate of world GDP, the growth in developing 
countries will be almost 6 times that of the developed 
countries.
These findings were very similar to the projections by 
Takeuchi (1972), who drew up forecasts (Table which 
highlighted the future dominance of the producing countries 
and Japan.
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Fig. 2.2/1. Some Wood Products and their Substitutes
Commodi ty
Primary Secondary
Logs Sawnwood
&
Competing Material
Wood based
Poles
Split and round 
poles
Plywood
Plywood, fibre- 
board
Plywood,particle- 
board, fibreboard
Veneer, plywood, 
fibreboard, par- 
ticle board
Plywood, veneer, 
paperboard, box- 
board,wrap.pape r
Fibreboard, as 
boxing for concrete
Non-wood
Steel, brick, 
cone re te, 
aluminium
Concrete,brick
Concrete, 
plastic tiles
Steel, brick, 
plaster, con- 
c f e t e , a 1 urn i n i um
Steel, fibreglass 
aluminium
Steel, aluminium 
plaster, plastic 
composi te s ____
Steel, foil, alu- 
minium, plastics
Steel, concrete, 
aluminium,piastic
Markets
Use 
lass if icat ion
Building
BuiIding
BuiIding
BuiIding
Construct ion
Manu f ac turing
Packaging
Walls (exterior 
and interior)
Boat building
Joinery 
Furni ture
Boxes, crates 
bags, sacks
Bridges, wharfs, 
decking,
industrial
to the final product which is produced (the larger the pro- 
portion of the final product consisting of timber, the closer 
the demand curves of the product and timber will be), and if 
we accept that in the short-run the substitution effect is 
minimum then we can say that the demand for timber is inelas- 
tic for the very short term.
Now let us examine closely the forecasts for Europe as 
a whole. An extensive study by the FAO (1976) (Tables 2.2/3, 
2.2/4) presented some projected levels of consumption, the 
percent changes, and the areas of imports (Figure 2.2/1). 
Since the U.K. timber trade is part of the European trade 
these projections should be used as guidelines. Furthermore 
if we analyse these we see they follow closely the percentage 
changes of the U.K. timber trade. What is very important to 
recognise is the stagnant state of the sawn wood trade and the 
expected importance of South America as the major supplier of 
Tropical Hardwoods.
Turning to the U.K. timber trade we must make clear that 
there are no demand figures, imports are usually taken to 
represent demand and consumption levels are calculated as 
Opening stock + Imports - Closing stock. There are many 
drawbacks to such an approach with the two most important 
ones being, a) the closing stock figures are very inaccurate 
because firms do not have the same dates of producing their 
accounts and some of the firms manipulate the figures for 
taxation purposes,
b) the mere fact that a certain volume of a
species has been imported during a given year does not mean 
that it was the result of some definite demand by the end- 
users. There are many species which have a very high demand
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Table 2.2/3. European trends 1949-51 to 1969-71 and Projection
to 1980-2000 of apparent consumption
Actual consumption
1949-51 (average)
1959-61 "
1969-71
Growth assumption-
Pro jec t ion
1980
1990
2000
Sawnwood
(mill.
62
76
93
Low High 
99 105
103 119
110 144
Wood-
based 
Pane 1 s
m3)
3
9
23
Paper & 
Paper - 
board
mill. m+ )
10
21
38
Low High| Low High
46 
79 84
130 142
56 63
I 80 102
1 114 162
Other in- 
dustrial 
Wood-
(mi 1 1 . m3 )
160
129
99
75-85
60-70
50-60
a/
  Used in the round
  Population and GDP growth assumption.
Source: European Timber Trends and Prospects 1950-2000, 
FAO, 1976.
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Table 2.2/4. European average annual changes in apparent
consumption 1949-51 to 1969-71 and Projection 
to 1980-2000
Volume change
Actual
1949-51 to 1969-71 
Pro jec ted
1969-71 to 2000 
% change
Actual
1949-51 to 1969-71 
Projected
Sawnwood
(mill.
+ 1.6 
Low High
+0.6 +1.7
+ 2.0 
Low High
Wood- 
ba.se d 
Panels
m3)
+ 1.0 
Low High
+3.6 +4.0
+ 10.7 
Low High
Paper & 
Paper- 
board
(mill . rn+ '
+ 1.4 
Low High
+2.5 +4.1
+ 6.7 
Low High
Other in- 
dustrial 
wood 
(mill. m3 ) 
-3.1
-1.52'
-2.4
1969-71 to 2000 +0.5 +1.5 +5.9 +6.3+3.7 +4.9 -1.9-
  used in the round 
  middle of forecast range 
Source: European Timber Trends and Prospects 1950-2000,
FAO 1976.
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*1 -c-
but are not imported because of supply shortages. The 
opposite is true for many other species. Furthermore, even 
the import figures are not reliable. Details are not given 
about all the species imported (a large number of species are 
totalled under one name). If we look at past imports (Table 
it is difficult to establish a trend (unless stagnation 
is a trend, if the exceptional year of 1973 is disregarded). 
A study by Towler (1974) derived a model for U.K. imports.
= -387.4 + 25.92x,> + 0.2517x^ - 615. lx^ where
o 1 Z ZU
¥_,  = tropical hardwood imports
X-, = industrial production index
X12 = aPParen t consumption of softwoods
X2n = *°£ transformation of apparent consumption
of part icleboards .
Although population growth and GDP do not appear in the formula 
as contributing coefficients, it is obvious that they are 
closely related to x~ ; the projections of the above formula 
for 1980 were, pessimistic 695m3, probable 1479m3 and opti- 
mistic 2410m3. I f we compare these figures with the 1979 
actual imports of 756m3 and at the same time take into con- 
sideration the apparent decline during 1980 then the pessimis- 
tic figures appear to be closer to the actual imports.
We have noted the decline of imports of species like 
Afrormosia, Utile, Obeche, Sapele, etc. (See Sect ion 2.2.3) 
and the increase in imports of species like Lauan, Ramin and 
Brazilian Mahogany. This concentration of imports on a 
smaller number of species will result in overtaxing the 
resources of certain species. At the same time three very 
important developments are taking place:
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Table 2.2/2. Total U.K. Consumption of Imported Tropical
Hardwood
Year
1959
I960
1
2
3
4
5
6
7
8
9
1970
1
2
3
4
5
6
7
8
9
Con sump t i on 
( '000 m3 )
1246
1348
1277
1155
1169
1332
1298
1188
1146
1201
1042
1045
1032
1086
1294
843
815
839
813
842
964
% change
+ 8-
- 4.5
- 9.5
+ 1-
+ 14-
- 2.5
- 8.5
- 3.5
+ 5-
-13-
- 1-
- 1.5
+ 5-
+ 19-
-35-
- 3.5
+ 3-
- 3-
+ 3.5
+ 13-
 Consumption = opening stocks + imports - closing stocks. 
Source: Yearbook of Timber Statistics (various years) T.T.F.
a) price and/or supply will limit availability,
b) some countries are restricting exports of 
unprocessed timber,
c) more efficient harvesting is taking place instead
of selective cutting.
All these factors combined with our observations about the 
stagnant nature of demand, the increasing demand of the 
developing countries and the changing importance in the 
producing areas, will result in prices increasing alarmingly 
while resources of established species will diminish.
It is obvious that during such times of intense competi- 
tion (between various materials and between merchants), slow 
growth and price increases the better utilisation of the 
existing natural resources is one way of ensuring greater 
efficiency. Therefore, lesser-known species will have to 
be utilised in order to ensure future supplies and prepare the 
ground for a future recovery in consumption.
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2.2.2. TROPICAL HARDWOOD RESOURCES AND THE U.K. TRADE
Having established that the nature of the U.K. Hardwood 
imports is changing, the next step should be to examine the 
world's Tropical Hardwood resources in order to establish the 
future of the U.K. imports.
Of the forest removals in the tropics, 50% is used locally 
for energy, 45% is processed locally and only 5% is actually 
exported to other countries (Wassink, 1979-c-). Some fur- 
ther points which should also be considered are:
(a) Tropical forests are composed of over 30,000 different 
spec ies,
(b) from all the species, a study by Pringle (1976) found 
that about 600 species have been commercially used,
(c) forest resources are generally inadequately surveyed; 
there is very little reliable information about occur- 
rance of particular species; there is no uniform clas- 
sification system of the surveys which have been under- 
taken and of the properties of the species that exist 
in the forests,
(d) access to some forest areas is a major problem; it does 
not allow efficient and economic exploitation of the re- 
sources; there is periodical ("spasmodic") supply of 
certain species. 
Table 2.2/5. Areas of Natural Forests in Tropical Countries
(1975 and projected to 1000)
(% of total)
Closed HD Forests
- Operable
- Inoperable
Africa 
1975 2000
(18%) 
202 187
134 119
68 68
America 
1975 2000
(milli
(56%) (57%)
628 562
497 435
131 127
As ia& Oceania 
1975 1000
an ha) 
(J 6%) (24%)
291 242
188 142
103 100
Total 
1975 2000
1121 991
819 696
302 295
Source: Policy and Planning Service Department of the FAO(19?9)
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From Table we see that over half (56%) of the'tlosed
* 1 
forests" - ;are in South America, with 26% in Asia and Oceania
2.2/1 
(1975
I
(% of total)
Hardwood 
Plantat ions
- low yieldinj
- high yield ing
Afr 
1975
(16%)
0.51
0.40
0.11
and projecti
ica 
2000
(10%)
1.05
0.64
0.41
Ame 
1975
(
(30%)
0.94
0.15
0.79
on to 2000)
rica 
1000
rn i 1 1 i o
(46%)
4.54
0.73
3.81
Asia & 
1975
n ha)
( 54% )
1.63
1.37
0.26
Oceania 
2000
(44%)
4.32
2.94
1.38
Total 
1975 2000
3.08
1.92
1.16
9.
4.
5.
91
31
60
Source: Policy and Planning Service Department of the FAO (1979) 
Table 2.2/7. Net removals of industrial roundwood in the tropics
(% of total)
Hardwood
-operable 
forests
-low yielding 
plantations
-high yielding 
plantat ions
(1975 
Afr 
1975
(14%)
16.1
15.4
0.2
0.5
Source: Policy and
and Pr< 
ica
2000
(13%)
31.0
23.0
1.0
7.0
D ject i
Ame 
1975
.'(.21%)
22.7
18.9
0.1
3.7
Planning Serv
on to 
rica 
2000
(milli
2
A
c
(33%)
77.
52.
3.
22.
ice of
0
0
0
0
000) 
sia & Oceania 
1975 2000
n ha)
(65%)
72.3
70.0
0.5
1.8
the FAO
(54%)
128.0
111.0
1.0
16.0
Tot 
1975
Hl.l
104.3
0.8
6.0
(1979)
al 
2000
236.0
186.0
5.0
45.0
*1 Closed forests are those with a more or less complete canopy 
cover.
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We see that South America is becoming a more important sup- 
plier. Industrial plantations and net removals are expected 
to be dominant by the year 2000 (showing increases of 16% 
and 13% respectively). At the same time Africa appears to 
be stable around the present levels and South-East Asia to 
decline slightly (at a rate of 10% and 11%).
All the above observations indicate that new species 
will have to be introduced at a steady rate in order to 
satisfy the present demand levels.
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2.2.3, U.K. IMPORTS OF TROPICAL HARDWOODS
Hardwoods are part of the U.K. Timber Trade, the other 
major forms of material are Softwoods, Plywood, Blockboard 
and Particleboards. From Graph 2.2/2, we see the relative 
changes in imports of the above material, it is obvious that 
particleboards have gained at a very fast rate against the 
other forms of material, whild Hardwoods have been stagnant 
for a long t irne.
Imported Hardwoods are divided into two broad categories: 
Tropical Hardwoods and Non-Tropical Hardwoods. For the pur- 
pose of this study, I will use the distinction proposed by
* 1 0 
FAO ; (a) Tropical forests are the ones between 23.5 N
and 23.5 S, which includes South and Central 
America, West and Central Africa, South-East 
Asia and the Pacific, 
(b) Non Tropical, all other areas.
All imports of Tropical Hardwoods take the form of either 
lumber or solid round logs. Looking at Table 2.2/8, we see 
the various species imported into the U.K. and the countries 
of origin of those species. Furthermore, in Table 2.2/9 we 
see that Tropical Hardwoods constitute by far the larger per- 
centage of total Hardwood imports (76% of the total). This 
is even more apparent in the case of log imports (84%).
This study is entirely concerned with Tropical Hardwoods. 
As we see from Graph 2.2/2 (which is the representation 
of Table 2.2/10), the imports of Tropical Hardwoods have 
been stagnant since 1969. This observation, together with 
the fact that the ratio of logs/lumber is increasing (Table 2.2/9).
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firms who stock more than the optimum number of species, there 
was a negative ratio of 15:7 for those at an optimum stock 
level and finally, there was no difference (ratio 7:7) for 
the firms with less than optimum number of species stocked. 
I f we combine the above finJings wi th t;1e already known 
finding that those fir.ns with more than optimum stock levels 
are those for whom Tropical l-fardwoods play the ;1ajor role, it 
becomes obvious that such fir,)s (i.e. those trading Inainly In 
Tropical Hardwoods) are the more aggressive ones, they are 
not concerned \vi th b'lilding up a stock of high-dernand species 
but on the contrary they attempt to explore the Tropical 
resources and to fit them to the U.K. market needs/require-
,<Ie n t s • ',hen a firm believes that it has achieved an optimum 
stock level i t beco '1e s more conservat ive and concentrates on 
those spec ie s which it already stocks. Finally, for t ILO se 
f i that stock le3s than op tin,!::, nunber of spe c i e s there 
seems to Je an equal number of the d that atte'1pt to expand 
their stock levels by introd'lcinf'; lesser-known species with 
those that look at established species to provi:ie the,rl with 
a wider stock. 
(b) the origin of the species stocked: :3 y a n a I y sin g 
the totals of the rankinc;s for each supplying area, it was 
found, Table 4.2/6, that for -:5outh .\1,1erica and Asia 
there was no correlation between their total rank as 
future sources of supply and expected introductions of Ie sser-
l(nown species. while for the Pacific there w;:.s c' slight 
correlation. .','h a tis i n t ere s tin g i s t hat for " est A f ric a 
and the Pacific the largest part of their importance for 
future supplies comes froa those respondents that have already 
introduced at least one lesser-known specie. while for South-
1 
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6.5.6. Reasons contributions to the eventual outcome 
From the reaons contributing to the eventual outcome 
we realise that the picture is again confused. On an overall 
basis (for all three species combined). Competing material 
seem to have a slightly higher importance than the rest, but 
looking at individual species there seems to be no consensus 
whatsoever (even for Braz. Mhy) , the main and contributing 
reasons are dispersed too widely amongst the various alternatives 
to present any reliable indication. Which means that 
corrective action is difficult to be decided. 
6.5.7. Level of Agreement 
Finally, although a number of cross tabulations were 
constructed and analysed it was not possible to find a degree 
of "agreement" between respondents above 32% (42 .;. 132 x 100) 
which could hardly be considered satisfactory-
209 
CifAPTER 7 
PRUPOSALS FOR A PLAN 
In this chapter the implications of the findings 
fron the surveys are used in order to make some 
suggestions about a marketing plan. 
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specie. The research has shown that there is some 
pur-posiveness by end-users to look for alternative 
. *1 
specles (sec. 5.2.3.2.-11-). Therefore, unless there 
is a problem to be solved by the new specie such attempts 
will generate very little awareness. The customers should 
be encouraged to seek more information. 
-ii- Interest : This stage in many respects 
will provide some preliminary information 
about the likelihood of success of the new 
specie. The end-users who are interested 
will contact for more information and in this 
way some indication of the suitability of the 
new specie to the target market will be 
determined. It is important to remember that 
different individuals seek information in 
different ways and also interpret such 
information differently (Rogers,1962) Therefore, 
the merchant must be ready to respond to 
such request by providing fast accurate and 
relevant information. 
Here I would like to draw attention to the 
findings of the Sales-staff survey (Chapter 6) 
The differences of opinion about the reasons 
of introduction of lesser-known species by the 
sales staff of a merchant MUST be eliminated, 
otherwise the prospective customer will both 
lThis finding is in accordance with the arguments put forward 
by Hassinger (1959) 
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APPENDIX 1.1/1 
Countries considered as Tropical 
(A) Africa 
Angola 
Botswana 
Burundi 
Cameroun 
Central African 
Republ ic 
Chad 
Congo Brazzaville 
Dahomey 
Equatorial Guinea 
Ethiopia 
Gabon 
Gambia 
Ghana 
(B) Asia/Pacific 
American Samoa 
Bangladesh 
British30lomon 
Islands 
Brune i 
Burma 
Cook Islands 
Cambodia 
Fi j i 
French Polynesia 
(C) Latin America 
Bol i via 
Braz i I 
British Honduras 
Colombia 
Costa Rica 
Cuba 
Dominican Republic 
Ecuador 
EI Salvador 
Guinea 
Ivory Coast 
Kenya 
Liberia 
Madagascar 
Matawi 
Mali 
Maurj tania 
Mozambique 
Niger 
Nigeria 
Portuguese Guinea 
Zimbabwe 
India 
Indonesia 
Laos 
New Caledonia 
New Hebrides 
Norfolk Islands 
Pakistan 
Papua New Guinea 
Ph iii pp i ne s 
French Guiana 
Guadaloupe 
Guatemala 
Guyana 
Haiti 
Honduras 
Jamaica 
Martinique 
Mexico 
Rwanda 
Senegal 
S ie rra Leone 
Somal i Republ ic 
South West 
Africa 
Sudan 
Tanzania 
Togo 
Uganda 
Upper Volta 
Zaire 
Zambia 
Sabah 
Sarawak 
Singapore 
Sri Lanka 
Thailand 
Timor 
Viet Fam 
West Ualaysia 
Western Sanoa 
Nicaragua 
Panama 
Paraguay 
Peru 
Puerto Rico 
Surinam 
Trinidad Tobago 
Venezuela 
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Your ref Wellington Street London SE18 6PF 
Ourref DtfStfLB Telephone 01-854 2030
Date February, 1981. SCHOOL OF BUSINESS ADMINISTRATION
Riverside House 
Beresford Street 
London SE186BU 
Head of School G K Randall MA
SURVEY OF LESSER-KNOWN HARDWOOD SPECIES / MERCHANTS
Dear
I am a Research Student for a Masters Degree (MPhil) and I am 
investigating the Marketing of Hardwoods in the U.K. market. 
The aim of my research is to suggest possible strategies for 
the future successful marketing of lesser-known Hardwood species, 
and by this I mean, marketing strategies that will be of help 
in the profitable introduction both in volume and money terms 
of Hardwood species that have not previously been Commercially 
used to any great extent.
Your firm has been approached on the basis of turnover and 
involvement in the Timer Trade as a whole and I would be most 
grateful if you could complete this questionnaire and return it 
to me as soon as possible*(a self-addressed stamped envelope is 
enclosed). The completion of this questionnaire will not take 
much of your time and it will be of immense value and help to 
my research.
I would like to make it absolutely clear that any information 
given to me will be treated in the strictest confidence, the 
details are immediately put into coded form and cannot be 
disclosed to anyone in such a way that it could identify you 
personally.
Finally I would like to thank you in advance and express my 
gratitude for your co-operation and assistance in my studies.
Yours sincerely,
S. Kalafatis
P.S. If you wish to receive an extract of the findings of this 
survey, please complete the appropriate form at the end 
of the questionnaire.
* in the event that your firm does not use Hardwoods at all 
could you please return the questionnaire uncompleted.
The Thames Polytechnic, a company limited by guarantee, is registered in England 
(reg. No.986729) and its registered off ice is at 14-30 Wellington Street London SE18 6PF
THIS SECTION TO BE COMPLETED BY ALL RESPONDENTS
SECTION A
Which of the following do you stock? (Please tick each one stocked) and 
then rank them in order of importance (in volume terms M3)to the operations 
of your firm (mark as 1 the most important etc.).
Stock Rank
Tropical Hardwoods
Imported Softwoods
British (Hardwoods and Softwoods)
Plywood
Particleboards
Veneers
Others - specify
What is roughly the number of Tropical Hardwood species that you stock at 
any given time (irrespective of volume)?
3. Please specify the 5 largest, in volume terms, (M3) (in order of 
importance).
4. Would you now list the 5 largest, in value terms, (£) (again in order of 
importance)
5. Do you believe that your stock of Hardwood species is
a) more than the optimum number
b) the optimum number
c) less than the optimum number
- 2 -
How many imported Hardwood species of your current stock come from:
(enter no. of species)
West Africa 
Africa - elsewhere 
Europe 
Pacific 
East Asia 
North America 
South America 
Elsewhere - specify
In your opinion, are there any Hardwood species that every merchant 
should stock at the present?
8
9.
YES NO
IF YES, which species do you think it is most important for merchants
to stock?
Could you rank, in order of supply potential, the areas where you 
believe that the future Hardwood supplies to the U.K. will come from;
West Africa
Other Parts of Africa
Europe
Pacific
East Asia
North America
South America
Elsewhere - specify
From time to time species are introduced to the market which have not 
been previously commercialy available.
The next section of this questionnaire is concerned with such lesser- 
known species.
Have you introduced any lesser-known species during the last 5 years 
(since 1976)?
YES
IF YES GO TO SECTION B
NO
IF NO GO TO SECTION C
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THIS SECTION TO BE COMPLETED BY ANYBODY WHO HAS INTRODUCED AT LEAST ONE LESSER-KNOWN
SPEC I ENDURING THE LAST 5 YEARS
SECTION B
10. Please list in date order the lesser-known Tropical Hardwood species that you 
have introduced during the last 5 years (since 1976).
11. Here are three areas in which it would be useful to have information on before 
investing in a lesser-known specie. Can you tell me which of these you would 
regard as most important and which is least important?
Most Leas4 
Important Important 
(tick one) (tick one)
a) occurance in the tropics
b) physical & mechanical properties
c) technological & processing characteristics
The questions on the next four pages relate to specific Hardwood species introduced
in the last 5 years. Please complete all the questions regarding one specie
before moving to the next. If you have introduced more than three species,
please choose the tree more recent introductions.
12. Information about specific lesser-known Hardwood species
i) Name under which it was marketed 
Date of introduction (approx year) 
Sold as lumber and/or logs 
Quantity of first consignment 
Quality of first consignment 
Sizes stocked during introduction 
Moisture content when arrived 
Colour 
Grain 
Density 
Durability
Turn to next 
page
Turn to next 
page
Turn to next 
page
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Less-Known specie 
(Please repeat name here)
ii) How did you first learn about the specie? 
(tick only one)
a) approached by Agent
b) own research unit
c) information from overseas markets
d) approached by producing countries
e) literature
f) other sources - specify
iii) Did you or your representative 
visit the producing area before 
deciding to invest in the 
species
if YES, was it
a) your own initiative
b) by invitation
iv) Were you able to obtain the 
information you needed on the 
specie before investing.
v) Specify the end-users section 
that the specie was mainly 
intended to be used by
vi) Please Tank, the three most
important reasons that induced you 
to introduce this particular specie 
into the U.K. market:
a) suitability for a specific job
b) substitute for a fading old favourite
c) fill a gap in the market needs
d) a good opportunity
e) price advantage
f) ample occurrence in the Tropics
g) fashion
h) reasonable freights
i) reliable source of supply
j) other reasons - specify
Y : N
vii) Do you still stock this specie
Y N
Please turn to 
next page
Y N
V
Y N
Please turn tp 
next page
Y N
V A/
Y N
Please turn to 
next page
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Less-known species 
(Please repeat name here)
viii) At the time of introduction, was 
there another specie already 
accepted by the trade and having 
similar properties to the lesser- 
known one you were introducing
Please specify the established 
specie that the new specie was 
expected to supplement
How did the lesser-known 
specie compare with the 
established on on the following 
attributes
Was the lesser-known specie 
Better (B), Worse (W) or about 
the Same (S).
a) price
b) supply conditions
c) if sawn, work done before shipment
d) job suitability/properties
e) shipping conditions
f) grading
ix) Did you undertake any processing 
on your premises?
if YES, was it:
a) log mill conversion
b) kilning
c) other - specify
x) When introducing the specie did 
you undertake an§* special 
promotional activities?
IF YES, what form did they take
a) price inducements/special offer
b) adverts at specialist press
c) educating customers
d) intensification sales force activities
e) others - specify
B
rurn 
page
^
1
Y N
S
Y N
f K
bo n<
t
32
W
<t
B
Turn 
page
\
Y N
S
Y N
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to n<
f
a-
W
Kt
Y N
B S W
Y N
V V
Turn to next 
page
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Lesser-known species
(Please repeat the name here)
xi) Was it sold on:
a) forward contract basis
b) ex stock
IF ex stock, how long did it 
take you to sell the entire 
volume of the first consignment:
a) less than 6 months
b) between 6 months and 1 year
c) more than 1 year
xii) 1) Was the lesser-known specie 
introduced to: 
(tick only one)
a) all you customers irrespective 
of material used
b) the whole range of your customers 
using material of similar colour
c) the whole range of your customers
using material with similar properties
d) selected customers using material 
with similar properties
e) if none of the above, please 
specify
2) Did you send a trial parcel 
before the customer placed an order
3) Was the parcel at a reduced 
price or not?
xiii) Did this specie prove to be: 
Success 
Failure 
Too early to decide
13. Do you intend to introduce any more 
lesser known species into the U.K. 
market during the next 6 months
DONT 
YES KNOW NO
PLEASE GO TO SECTION C
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SECTION C
Finally, I would be grateful for your opinion on a few matters of general interest 
connected with the Timber Trade.
Please tick the Position on the scale 
that best represents your beliefs in 
relation to each statement.
Agree Not Disagree 
Strongly Slightly Certain Slightly Strongly
14. The best strategy about lesser-known 
Hardwood species, is to leave their 
introduction to other merchants and 
by monitoring the developments 
closely b$ ready to follow quickly 
if and when the specie becomes 
accepted by the Trade
15. The market developments during
the last 5 years have altered the 
traditional Agent-Merchant-End 
user structure of the Timber 
Trade
16. Mechanical and technical advances 
have made acceptable to the trade 
species that were not before
17. Fewer species than 10 years ago 
constitute <bhe bulk of the 
Hardwood imports to the U.K. 
today
18. The decline of West Africa as 
the major supplier to the U.K. 
Trade has resulted in the 
search for new species
19. Failure to satisfy the whole 
range of customers require- 
ments (in species and size) 
results in the loss of the 
customers business
20. The current market trend is
towards prepared material and 
away from solids.
21. Wood preservatives have done 
little to improve the quality 
and value of timer
22. There is no customer loyalty 
in the Timber Trade
23. Grouping species on the basis 
of similar properties is an 
unsatisfactory way of selling
- 8 -
Agree Not Disagree 
Strongly Slightly Certain Slightly Strongly
25.
26.
24. End-Users have been very 
conservative in their 
attitudes towards any changes
Forward Contracts are an 
uneconomical way of selling
The introduction and accept- 
ance by the end-users of 
lesser-known Hardwood species 
is the only way of satisfying 
future demand.
27. The only viable future open 
to the Timber Trade is 
specialisation, i.e. stocking 
os felective species
28. The U.K. Timber Trade will
have to accept lower quality 
material if it is to maintain 
and/or increase the current 
levels of consumption
29. Closer links andcco-operation 
between Merchants is desirable
30. The future of the Hardwood 
Trade looks optimistic
Company & Address
Position held 
Telephone No.
Wellington Street London SE18 6PF 
Our ref DK/SK/LE 
Ext Telephone 01-854 2030
Date April, 1981. SCHOOL OF BUSINESS ADMINISTRATION
Riverside House 
Beresford Street 
London SE186BU 
Head of School G K Randall MA
SURVEY OF LESSER KNOWN HARDWOOD SPECIES
Dear Sir,
I am a research student for a Masters Degree (M.Phil) and I 
am investigating the U.K. Market for Hardwoods. The aim of 
my research is to suggest possible lesser-known Hardwood 
species that will be acceptable to the end-users (by lesser- 
known species I mean species that have not been commercially 
used until now).
I will be grateful if you complete this questionnaire and 
return it to me as early as possible,* (self-addressed stamped 
envelope included). The completion of this questionnaire 
will not take much of your time and it will be of immense 
value and help to my research.
I would like to make it absolutely clear that any information
given to me will be treated in the strictest confidence,
the details are immediately put into coded forms and cannot be
disclosed to anyone in such a way that it could identify you
personally.
Finally I would like to thank you in advance and express my 
gratitude for your co-operation and assistance in my studies.
Yours faithfully,
S. Kalafatis
P.S. If you wish to receive an extract of the findings of 
this survey, complete the appropriate form at the 
end of the questionnaire.
in the event that your firm does not use Hardwoods 
at all could you please return the questionnaire 
uncompleted.
The Thames Polytechnic, a company limited by guarantee, is registered in England 
(reg. No. 986729) and its registered off ice is at 14-30 Wellington Street London SE18 6PF
PLEASE COMPLETE ALL SECTIONS OF THIS QUESTIONNAIRE
SECTION A
1. How would you define your firm as an end-user of timber
(Please tick the box that represents the bulk of your production)
Joinery
Flooring manuf. 
Shopfitters 
Furniture manuf. 
Ship/boat builders 
D.I.Y. 
Transport 
Timber Merchants 
Pattern makers 
Other - specify
2. How many people do you employ in connection with timber work?
less than 10 
between 10 and 50 
between 50 and 100 
more than 100
3. What proportion of your final product(s) (on an overall average) is 
made out of Tropical Hardwoods?
4.
less than 30% 
between 30% and 60% 
over 60%
Please rank in order of volume (m3) the material you require 
(1 for the most important, etc.)
Tropical Hardwoods
Softwoods
British (Softwood & Hardwood)
Plywood
Particle boards
Veneers
Others - specify
PTO
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10. Please rank the three most important characteristics of Tropical 
Hardwoods that you consider essential to your end-use sector. 
(1 for the most important etc)
stability
workability
strength
finishing
durability
shrinkage
colour/appearance
texture
grain
others - specify
11. (i) Are there any Tropical Hardwood species that your regard as 
absolutely essential to your operations
YES NO
IF YES, please specify those species in order of importance to your firm
(ii) How well are your firms requirements met by the currently available 
tropical Hardwoods?
very satisfactory
average
not satisfactory
PLEASE GO TO SECTION B
PTO
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5.
6.
7.
9.
Please specify the 5 main (in volume terms M3) Tropical Hardwoods that you
used during the last 12 months.
(Place them in order of volume importance)
Please rank the three most important reasons that you have been using
those species
(1 for the most important etc.)
Traditionally used 
Customers demand 
Properties suitability 
Price advantage 
Guranteed supplies 
Suitable to your machinery 
Other - specify
Roughly, what is the total volume of wood-based products that your firm 
purchases during a 12 month period (in M3)
What percentage of that total is made out of Tropical Hardwoods
8. Is your production Standardised
Follows specification
Both
IF it follows specifications, please state who the specifiers usually are
How much does your customer's knowledge influence your choice of Hardwood 
species
A lot 
Sometimes 
Very little
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SECTION B
12. In your firm, are the decisions involving purchases of wood-based- 
products and their supplier(s)
a)
b)
IF (a), is that person
a)
b)
the responsibility of one person
the outcome of deliberation between 
the various departments involved in 
your production
of a managerial position
one involved exclusively in the 
production/manufacturing side of 
the firm
13. Please specify the number of Tropical Hardwood suppliers that your firm 
purchases from at any period of time
only one
two
three
four and over
14. Please rank the three most important factors that cause you concern about 
the present state of Tropical Hardwood supplies
unsuitable dimensions
grading
moisture content
overall service from suppliers
quality
Other - specify
15. Does your firm belong to a trade association or federation
YES NO
-IF YES, does your membership provide your firm with
data and information abour changes and 
developments in your trade
the opportunity to come into contact YES
both in managerial and techn-ical level
with other members of the same trade
NO
NO
16 Is anyone in your firm a subscriber of any trade journal or magazine?
YES NO
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17. If the supplier of a Hardwood specie, increases the price of the 
specific specie, do you: 
(tick only one)
wait and see
purchase immediately before further 
price increases
start looking around for another 
supplier
switch to another specieswith 
similar properties
non/of the above 
specify action
18. In the event that your firm has to look for a new timber supplier, 
what sources do you use in coming to a decision
trade directories
merchants representatives
magazines and journals
exhibitions
experience
other - specify
19. Please rank the five most important service factors that your firm requires
its supplier(s) to fulfill:
(1 for the most important etc.)
price competitiveness
ability to meet delivery dates
prompt & comprehensive quotations
provision for technical advice for 
problem solving
ease of ccvrvtact with a person in 
authority
discount provision on list prices 
technical after-sales service 
replacement facilities 
extended credit facilities
stock a wide range of materials 
and sizes
high quality of supplies
reputation and long standing in the 
market
other - specify
PTO
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20.
In the following questions, please tick the position that best represents 
your own opinion
i) Could you please specify how your major tropical Hardwood supplier 
fairs on such matters as:
a) ability to meet delivery 
dates
b) prompt & comprehensive 
quotation
c) provision for technical
advice for problem solving
d) ease of contact with a 
person in authority
e) technical after sales 
service
f) replacement facilities
g) stock a wide range of 
materials and sizes
h) quality of supplies
i) dealings with your 
account
Satisfactory Unsatisfactory 
very slightly Average slightly very
21. i) Mechanical and
technical advances have 
made acceptable to the 
trade species that were 
not before
ii) The current trend is 
towards prepared 
materials and away 
from solids
iii) There is no real
difference between 
the products on 
offer between the 
various Hardwood 
merchants
Agree Not 
Strongly Slighly Certain
Disagree 
Slightly Strongly
PLEASE GO TO SECTION C
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SECTION C
22,
23
From time to time, merchants introduce Tropical Hardwood species that 
end-users have not used before.
Have you had any experience with lesser known Tropical Hardwood 
during the last 5 years (since 1976)
YES NO
IF YES. PLEASE GO TO QUESTION 23 
IF NO. PLEASE GO TO QUESTION 24
(i) Please specify those lesser-known Hardwoods that you have tried 
and tick after the names if you still use them
(ii) How did you come to know about most of the above species 
(tick only one)
approached by merchants
own research unit
recommended by your association
from literature
ads in the press
from competitors
you approached merchants because 
of problems with price/supplies
otherwise-specify
(iii) Please rank the three most prominant reasons for trying lesser-known 
Hardwood species
price advantage over other 
established species
credibility of supplier
shortage of usual material
suitability for a specific job
market trends / fashion
size/form suitability
resemblance to an established specie
other - specify
PTO
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(iv) Did you have any samples before placing an order
YES NO
IFYES, were the samples in the form of
rough sawn timber
in the form of your own product
Other form - specify
(v) Did you have a trial parcel
YES
IF YES.
(a) was the parcel at reduced price YES
(b) did the subsequent material match YES 
the quality of the trial parcel
NO
NO
NO
(vi) Were you pleased with the help and advice you received, from the 
suppliers about the properties of the lesser-known species.
YES
(vii) Did you find that, overall, information 
about lesser-known Hardwood species is 
generaly readily available and 
accessible
NO
NO
PLEASE GO TO QUESTION 26
24. Please rank the three most important reasons for not having tried a lesser 
known Hardwood specie during the last 5 years, because: 
(1 the most important etc.)
of past experience with other 
lesser known species
of ample supply & reasonable prices 
of usual material
your policy is to wait until the 
specie is tried and accepted by others
of resistance by your customers to any 
thing they do not know
nothing suitable has been offered
of insuficient information about the 
properties of such species
others - specify
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25.
-Which of the following reasons might persuade your firm to try a lesser- 
known specie;.in the future
price advantage 
credibility of supplier 
shortage of usual material
good service (information, help 
from salesman etc.)
suitability for a specific job
market trends/fashion
resemblance to an established specie
size/form suitability
Other - specify
26 Are you prepared to pay a premium price for your usual material rather 
than look for alternatives
YES NO
27 If you are assured s>f the suitability and continuety of supply of a
lesser-known Hardwood specie would you be prepared to modify your
production methods so as to suit the specie
YES NO
28 Would your firm
29
a) be prepared to promote a lesser 
known specie to your customers 
if you were absolutely sure 
about its suitability
b) prefer to wait until there 
is a demand for it
Do you plan to try a lesser known Hardwood specie in the next 6 months
YES NO
PTO



